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Joining  Together  In 
Partnerships 


SYNOPSIS 

The  power  of  the  partnership  concept  has  been  emphasized  in  recreation,  wildlife,  and  cultural  programs. 
Through  common  objectives  in  partnerships,  BLM  can  accomplish  Bureau  goals,  as  well  as  lay  ground  work 
for  proactive  management  and  contribute  to  the  goals  of  other  entities..  The  who,  what,  why,  and  how  of  the 
partnership  concept  is  detailed  in  this  reference  guide;  however,  the  following  is  a  brief  checklist  of  the  basic 
steps  to  follow. 

—  Identify  and  plan  project  needs 

—  Involve  project/staff  members  who  believe  in  the  project/partnership 

—  Develop  a  realistic  budget 

—  Consult  with  BLM  administrative  staffs  from  the  inception  of  the  partnership  idea 

—  Obtain  management  approval  early  in  partnership  development 

—  Assess  all  of  the  risks  of  involving  partners 

—  Identify  and  seek  out  potential  partners  (think  big  -  don't  underestimate  thepartnership  potential 

—  Stay  flexible  in  objectives  and  expectations 

—  Trust  and  respect  your  partners 

—  Deliver  on  commitments  -  Build  on  successes 

—  Keep  all  partners  informed  of  developments  and  changes 

—  Give  recognition 

—  Be  patient! 
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PARTNERSHIPS 

Who/What/Why/How 


Each  budget  year,  there  is  growing  evidence  that 
major  public  resource-managing  agencies,  including 
the  Bureau  of  Land  Management,  are  becoming 
increasingly  dependent  on  external  philanthropic 
support  —  fiscal  support  through  various  types  of 
fund  raising  partnerships,  and  people  support  in  the 
use  of  volunteers.  The  BLM  like  other  federal 
agencies,  has  unique  opportunities  to  develop  and/ 
or  expand  its  strategies  necessary  for  tapping 
support  from  individuals,  the  corporate  world,  as 
well  as  many  third  sector  entitles;  i.e.,  user  groups, 
foundations,  environmental  organizations,  etc. 

For  years  BLM  has  operated  with  cooperative 
agreements  or  memoranda  of  understanding  with 
cooperating  entities.  However,  reaching  beyond 
appropriated  budgets  and  federal-developed 
agendas  to  raise  funding  for  broader  public  benefits 
is  basically  a  new  frontier.  Achieving  mutual 
benefits  without  conflict  of  interest  is  the  purpose  of 
partnerships.  The  public  sector  (federal,  state,  local 
agencies)  and  the  private  sector  (corporations,  not- 
for-profit,  and  special  interest  groups)  all  recognize 
the  effectiveness  of  working  together  versus  serving 
the  public  individually.  Partnerships  respond  to  the 
changing  and  emerging  BLM  agenda  of  doing 
business.  As  this  non-traditional  method  of  tapping 
other  sources  becomes  more  acceptable,  many  field 
employees  question- 


"What  is  a  partnership?' 
bother  with  it?" 


'Why  should  we 


"How  is  a  partnership  developed?' 
and  how  do  we  start?" 


'Where 


"What  can  be  done  legally  to  generate  more 
external  funding?" 

"What  will  it  cost  BLM  internally?" 

These  are  legitimate  concerns  and  therefore  some 
answers  and  guidance  are  appropriate.  This  Refer- 
ence Guide  can  assist  by  providing  field  personnel 
with  ideas,  contacts,  and  agency  guidance  for 
developing  and  maintaining  partnerships.  A 
successful  partnership  involves  "believing"  in  the 
concept,  and  working  with  others  to  accomplish  the 
mission  of  serving  the  American  public. 


I.       PARTNERSHIP  DEFINITION 

A  partnership  is  a  cooperative  venture  between 
two  or  more  parties  with  a  common  goal  who 
combine  complementary  resources  to  establish  a 
mutual  direction  or  complete  a  mutually  beneficial 
project.  Partnerships  can  be  program-specific, 
facility-based,  research-oriented,  mission-related,  or 
connected  to  a  special  event.  The  main  goals  in  BLM 
partnerships  include  enhancing  customer  service, 
improving  natural  and  cultural  resource  manage- 
ment, providing  complementary  opportunities  for 
our  public  land  users,  and  implementing  coordi- 
nated resource  management  concepts.  Successful 
partnerships  are  "win-win"  situations  that  require 
give-and-take  from  all  involved.  Contributions  can 
include  people  power,  in-kind  services,  direct  cost- 
sharing  dollars,  and  technical  expertise. 


II.     WHO,  WHAT,  WHY,  and  HOW? 

Partnerships  use  existing  funds  and  personnel  more 
effectively  and  efficiently.  They  accomplish  tasks 
with  limited  resources,  respond  to  compelling 
issues,  encourage  cooperative  interaction  and 
conflict  resolution,  involve  outside  interests,  and 
serve  as  an  education  and  outreach  tool.  Partner- 
ships broaden  ownership  in  various  projects  and 
increase  public  support  for  land  management  goals. 
Partners  often  have  flexibility  to  obtain  and  invest 
resources/dollars  on  products  or  activities  where 
BLM  is  limited.  Also,  partnerships  can  strengthen  a 
program  and  help  ensure  its  survival  during  periods 
of  declining  budgets.  Partnerships  can  take  the  form 
of  (1)  cash  gifts,  (2)  technical  skills,  (3)  charitable 
trust  funds,  (4)  property  gifts,  (5)  equipment  use,  (6) 
materials,  (7)  labor,  (8)  gifts  from  estates,  and  other 
forms  of  value.  The  effective  use  of  volunteers  also 
figures  significantly  into  developing  partnerships, 
and  should  be  utilized  to  its  fullest  potential. 

Partnerships  can  be  fairly  easy  to  establish,  but 
require  on-going  support  and  involvement  to 
sustain.  It  may  take  time  to  convince  potential 
partners  that  there  is  something  in  it  for  them. 
Because  forming  partnerships  can  be  frustrating, 
especially  in  the  early  stages,  successes  need  to  be 


planned  early  on  as  a  reward  for  the  time  and  effort 
invested.  Successes  help  forge  commitment.  Moni- 
toring and  reviewing  programs  regularly  to  check 
for  compliance  with  BLM  standards  and  objectives  is 
critical  to  effective  partnerships.  The  following 
thought  process  is  helpful  for  developing  and 
maintaining  successful  partnerships.  Appendix  A 
gives  an  example  detailing  this  process. 

-  Define  goals  and  objectives 

-  Identify  and  select  possible  partners 

-  Get  potential  partners  involved 

-  Develop  a  common  mission 

-  Define  roles  and  responsibilities 

-  Establish  timeframes  and  budgets 

-  Obtain  funding 

-  Use  administrative  tools  (procurement/ 
contracting  /  personnel) 

-  Give  recognition 

-  Keep  the  partnership  alive 


III.    WHAT  MAKES  or  BREAKS 
PARTNERSHIPS? 

In  carrying  out  the  abovementioned  process,  the 
tools  to  use  in  assuring  success  are  simple  proce- 
dures common  to  any  project.  Ensuring  commitment 
and  tailoring  goals  to  match  capabilities  of  the  partner 
will  provide  a  sound  basis  for  the  partnership. 
External  partners  are  frequently  most  interested  in 
projects  that  will  have  broadreaching  impact  and 
visibility.  Marketing  and  timely  participation,  both 
internally  and  externally  are  key  components  in 
getting  the  partnership  off  the  ground.  Once 
established,  good  communication,  including  listening 
skills,  with  all  parties  will  strengthen  commitment 
as  well  as  build  trust  and  foster  mutual  respect.  If 
involved  parties  are  delegated  the  authority  to  make 
decisions  during  negotiation,  timely  decisions  can  be 
made  and  flexibility  in  meeting  objectives  is  avail- 
able. 

Both  internal  and  external  barriers  need  to  be 
addressed  early  in  the  game  to  ensure  success. 
Following  BLM  accounting  and  procurement 
procedures  is  necessary.  Educating  employees  in  the 
Montana /Dakotas  organization  about  partnerships 
and  the  Bureau's  ability  to  accept  donations  and 
grants  will  eliminate  confusion.  All  pertinent  BLM 
staffs  need  to  be  involved  early  in  the  process.  The 
lack  of  knowledge  about  BLM  by  external  publics  can 
preclude  some  partnership  opportunities.  Tradi- 
tional values  and  viewpoints  about  the  separate 
roles  of  government  and  business  may  also  be  a 


hindrance.  It  is  essential  to  recognize  and  respect 
those  values,  but  focus  needs  to  be  on  how  a  part- 
nership could  benefit  each  and  every  potential 
participant.  We  all  need  to  realize  that  if  outside 
groups  don't  want  to  contribute  dollars  or  other 
resources,  they  have  every  opportunity  to  say  "no." 
Overhead  charges  for  administering  funds  cause 
some  potential  partners  to  shy  away  from  contribut- 
ing to  BLM  efforts.  Most  partners  prefer  to  see  all 
contributions  go  directly  to  achieving  the  mission  of 
the  partnership,  rather  than  supporting  the  bureau- 
cracy. Although  these  appear  to  be  barriers  to 
partnership  development,  there  are  authorized 
Bureau  methods  that  can  be  used  to  accomplish  the 
project  objective. 


IV.    AUTHORITY/LEGISLATION 

The  expertise  of  your  administrative  contracting 
staff  can  be  very  helpful  in  what  procedures  to 
follow.  Be  sure  to  contact  them  early  in  the  process 
to  avoid  any  problems.  The  following  references 
cite  special  authority  or  legislation  which  permit 
partnership  development. 

1.  Federal  Land  Policy  and  Management  Act  of 
1976  (FLPMA)  Sec.307(c)  as  amended  (43  USC 

1737) 

2.  Federal  Grants  and  Cooperative  Agreement 
Act  of  1977  (31  USC  6301-6308)  as  amended 
P.L.  95-224  (only  Contracting  Officers  are 
authorized  to  sign)  (there  must  be  specific 
supporting  legislation  in  conjunction  with 
this) 

3.  Economy  Act  (31  USC  1535)  (this  pertains 
only  to  agreements  with  other  Federal  agen- 
cies) 

4.  Public  Law  98-540,  Parks  Act  of  1969,  as 
amended  in  1984 

The  parties  involved  in  partnership  relationships 
should  know  that  in  many  cases  there  are  tax 
advantages  to  the  giver.  The  partners  should  be 
informed  as  to  the  advantages  and  limitations  of 
their  contribution.  The  Internal  Revenue  code 
(USCCAN  1988,  Section  170(a))  states  that  as  a 
general  rule,  any  charitable  contribution  will  be 
allowed  as  a  deduction.  The  gift  of  time,  equipment, 
materials,  money,  etc.  should  be  for  education, 
conservation,  or  human  resource  purposes.  This 
same  section  gives  authority  for  governmental  units 
to  receive  donated  money. 


V.      TYPES  OF  PARTNERSHIPS 

This  section  identifies  six  categories  of  partnerships 
with  suggestions  for  developing  them.  Check  this 
list  to  broaden  your  scope  of  possibilities,  and  by  all 
means  expand  the  horizons  whenever  you  are 
authorized  and  have  the  opportunity  to  legally  do 
so. 


1.         INTERGOVERNMENTAL 

This  category  includes  all  federal  agencies  (land 
managers  as  well  as  otherVivilian  agencies  and 
military  organizations),  regional  organizations,  state 
agencies,  and  local  governments. 

In  an  intergovernmental  partnership,  the  common 
interest  can  be  lands  and  resources^  budget  control, 
relevant  expertise,  vested  interest  inxthe  outcome,  or 
a  problem  that  no  one  agency  can  sofve  alone. 


The  common  mission  of  the  participatingxagencies 
needs  to  be  identified  before  beginning  thh  partner- 
ship. The  involved  agencies  must  understand  each 
other's  goals,  as  well  as  the  scope  of  the  official 
mission.  Approach  intergovernmental  partnerships 
democratically.  Allow  each  agency  equal  opportu- 
nity to  accomplish  its  own  goals,  while  making    \ 
progress  toward  the  common  mission. 


2.         PRIVATE  SECTOR 

This  category  covers  the  business  community  -  those 
providing  goods /services  for  profit;  i.e.,  timber 
companies,  banks,  local  or  regional  businesses, 
mineral  extraction,  etc. 

Working  with  private  sector  partners  is  probably  the 
least  understood  by  BLM  employees.  These  partner- 
ships are  often  the  best  for  contributing  dollars  and 
services,  but  also  generate  the  most  conflict  of 
interest  issues.  Management  should  be  fully  in- 
volved in  assessing  these  risks  closely.  Take  the 
following  steps  when  entering  this  type  of  partner- 
ship: 

-  Provide  all  interested  parties  with  equal 
opportunity  to  become  involved  with  a  project 
or  program,  to  minimize  the  appearance  of 
preferential  treatment.  Know  your  partners. 
Evaluate  whether  working  with  certain 
partners  will  conflict  with  other  partners,  and 
consider  possible  resolutions  to  those  conflicts. 
Keep  project  objectives  in  line  with  the  Bureau 
mission.  Ensure  that  the  partnership  does  not 


imply  special  benefits  to  the  partner,  and 
make  this  clear  to  both  the  partner  and  the 
public. 

-  Think  BIG  with  these  partners,  as  they 
generally  have  many  resources.  Don't  hesita:e 
to  ask  for  the  maximum.  Tell  them  what  you 
need  and  what  you  can  offer  in  return.  Ask 
them  what  they  want;  explain  the  limitations 
of  your  agreement,  but  be  responsive  to  their 
requests.  They  will  choose  to  spend  what  they 
can. 


3.         CHARITABLE  FOUNDATIONS 

Foundations  are  established  to  provide  financial 
support  to  various  causes,  and  are  frequently 
associated  with  large  family  or  corporate  trusts 
which  are  tax-exempt.  In  the  past,  foundations  have 
not  commonly  contributed  to  federal  programs; 
however,  many  are  dedicated  to  improving  social  or 
environmental  conditions,  and  they  look  for  quality 
projects  of  this  kind  to  support. 

There  are  several  published  directories  of  founda- 
tions and  their  goals.  These  guides  can  be  found  in 
public  libraries,  categorized  by  topic.  Appendix  B  is 
a    listing  of  the  foundation  center  library  locations 
and  resources.  Subjects  relevant  to  BLM  partner- 
ships include  natural  resources,  environmental 
quality,  wildlife  or  fisheries,  cultural  resources, 
history,  and  public  education. 

Foundations  have  specific  application  procedures 
and  deadlines  for  financial  grants.  They  also  have 
specific  criteria  against  which  they  evaluate  propos- 
als. Grant  proposals  must  be  directly  related  to  the 
foundation  mission  and  evaluation  criteria.  Prepar- 
ing grant  proposals  can  be  time  consuming.  Work- 
ing with  community  partners  and  concentrating  on 
achieving  social  benefits  will  improve  your  chances 
of  receiving  funding.  Appendix  C  illustrates  the  dos 
and  don'ts  of  effective  proposal  writing.  Appendix 
D  gives  a  sample  of  a  written  proposal. 


4.         PROFESSIONAL  SOCIETIES 

This  category  includes  members  of  specialized 
groups  who  are  highly  knowledgeable  in  their  field, 
and  are  active  in  the  business  community.  Usually 
incorporated  and  tax-exempt,  these  societies  have 
geographical  branches  to  serve  and  communicate 
with  their  members  in  all  localities.  All  levels  of 
these  organizations  present  possible  partnership 
capabilities. 


5.         NOT-FOR-PROFIT  ORGANIZATIONS 

Not-for-profit  organizations  (NFPs)  are  run  by  a 
board  of  directors  and  affiliated  with  specific  causes. 
Their  goals  and  objectives  can  range  from  local  to 
world  issues.  Stewardship  of  the  land  and  its 
resources  is  a  goal  for  many\NFPs.  They  have 
limited  administrative  and  support  services,  so  they 
seek  innovative  approaches  toWpand  their  goals 
and  resources. 


6.         SPECIAL  INTEREST  GROl 

BLM  often  works  on  volunteer  projectk  which  are 
mutually  beneficial  with  groups  in  this  category. 
Working  with  special  interest  groups  is  a\yay  to  get 
projects  accomplished  on  the  ground.  This\also  will 
foster  ownership  and  involvement  among  citizens  in 
the  groups,  define  and  respond  to  public  demVnd 
for  resource  uses,  and  establish  credibility  with^he 
Bureau's  many  publics.  It  is  easy  to  misinterpret" 
special  interest  group  perspectives  as  representing\ 
all  public  views.  Remember  to  recognize  that  these \ 
groups  represent  only  some  of  the  public;  and  that 
there  may  be  other  legitimate  concerns  which  are 
not  as  visible.  Keep  the  project  objectives  in  line 
with  the  Bureau  mission.  Avoid  unfair  preference  of 
one  use  over  another  on  the  public  lands. 


POINT  TO  CONSIDER  -  There  is  always  a  danger 
that  someone  may  believe  that  an  agency  and 
partner  have  a  less  than  ethical  relationship.  While 
it  is  important  to  guard  against  unethical  conduct, 
remember  it  is  not  unethical  to  emphasize  some 
activities  or  resources  under  a  partnership.  Always 
stay  within  the  scope  of  the  Bureau's  mission,  policy, 
and  regulations.  As  cited  in  the  Federal  Land  Policy 
and  Management  Act  of  1976,  the  Secretary  may 
accept  contributions  or  donations  of  money,  services 
and  property,  real,  personal,  or  mixed,  for  the 
management,  protection,  development,  acquisition, 
and  conveying  of  the  public  lands. 


VI.    FORMAL  AGREEMENTS 

A  more  detailed  explanation  of  the  applicable  agreements 
can  be  found  in  BLM  Manual  1510  ,  Appendix  I,  Instruc- 
tion Memorandum  No.  93-119  dated  January  27, 1993. 

AGENCIES  MAY  ENCOURAGE  (SOLICIT) 
GRANTS,  DONATIONS,  CONTRIBUTIONS,  OR 
OTHER  AWARDS  OF  FUNDS  TO  FINANCE 


THEIR  ACTIVITIES  IF  THE  PRIMARY  PURPOSE  IS 
FOR  GENERAL  PUBLIC  BENEFITS  AND  DOES 
NOT  INVOLVE  CONFLICT  OF  INTEREST  (16  USC 
498;  7  USC  2296;  16  USC  572). 

1.  Volunteer  Agreements  are  used  to  secure  the 
services  of  individuals  or  groups  without  compensa- 
tion, although  some  incidental  expenses  may  be 
provided.  These  volunteers  are  covered  by  worker's 
compensation.  The  regulations  and  procedures  for 
this  program  are  covered  in  Manual  1114. 

2.  Challenge  Cost-Share  authority  is  available 
to  specific  agencies  on  a  year-to-year  basis  by  the 
annual  appropriations  bill;  i.e.,  PL  101-121.  This  is 
only  for  specific  subactivities;  i.e.,  wildlife,  recre- 
ation, archeology,  riparian. 

3.  Participating  Agreements  are  appropriate 
where  the  agencies  and  their  partners  wish  to 
perform  work  from  which  they  will  accrue  mutual 
benefit  (non-monetary).  Types  of  projects  must  be 
specifically  mentioned  in  an  act;  i.e.,  16  USC  563  al- 
13. 

\  4.        Research  Joint  Venture  Agreements  pool 
resources  in  support  of  research  activity  of  mutual 
irkerest.  Parties  must  share  cost  (minimum  20%  to 
total  project  costs).  May  enter  into  an  agreement 
without  regard  to  Federal  Assistance  regulations, 
but  sound  financial  control  is  necessary  -  7  USC 
3318. 

5.  Memorandum  of  Understanding  is  used  for 
the  purpose  of  coordinating  efforts  among  agencies. 

6.  Procurement  Cost-Share  Contracts  are  the 

appropriate  instrument  to  document  the  rights  and 
responsibilities  of  the  government  and  others  who 
accrue  a  nonmonetary  benefit  from  a  project  of 
mutual  interest. 

7.  Assistance  Agreements  under  the  Grant  and 
Cooperative  Agreement  Act  (GCA)  are  discussed  in 
Manual  1511.  There  are  two  types  -  grants  and 
cooperative  agreements.  Specific  criteria  must  be 
met: 

Something  of  value  must  change  hands 
*         Specific  legislation  must  be  passed 

For  public  support  or  stimulation,  objectives 
cannot  involve  any  activity/project  already 
identified  by  legislation  or  budget  mandated 
(AWP)  as  work  to  be  done. 

IT  IS  IMPORTANT  TO  REMEMBER  that  Bureau 
administrative  support  (procurement,  contracting, 


personnel )  is  critical  to  successful  partnerships. 
From  the  very  start,  the  administrative  staff  can 
recommend  procedures  for  accomplishing  partner- 
ship objectives.    INVOLVE  THEM  EARLY  IN  THE 
PROCESS  and  work  closely  with  them  to  communi- 
cate your  needs.  Work  with  managers  and  keep 
them  informed  and  involved  as  much  as  possible. 
Coordination  with  other  staff  helps  establish  their 
ownership  in  and  support  for  a  project.    They  then 
become  "internal  partners."  Networking  with  other 
organizational  units  will  uncover  new  tools  avail- 


able and  will  build  confidence  in  administrative 
personnel  assisting  with  partnerships. 

Under  FLPMA,  BLM  can  accept  money  contributed 
for  projects  or  programs     You  can  establish  a  "Trust 
Fund  Project"  account  at  the  BLM  Service  Center. 
Any  amount  can  be  contributed  and  the  overhead 
fees  may  be  waived  or  set  at  a  lower  rate  by  the  State 
Director.  Another  effective  way  to  use  nonfederal 
dollars  is  to  have  the  external  contributor  purchase 
goods  or  services  for  a  project. 


APPENDIX  A 

HOW  TO  DEVELOP  AND  MAINTAIN  PARTNERSHIPS 

(Examples  of  what  to  do/what  not  to  do  ) 


1.  DEFINE  GOALS  AND  OBJECTIVES.  Before 
contacting  potential  partners  to  initiate  a  partner- 
ship, define  BLM's  basic  goals  and  objectives  for  the 
project.  Evaluate  these  for  consistency  with  resource 
management  plans,  policies,  and  other  relevant 
documents. 

2.  IDENTIFY  AND  SELECT  POSSIBLE  PART- 
NERS. Think  big  when  seeking  partners;  yet 
recognize  that  it  is  important  to  keep  expectations 
realistic.  Many  groups  are  interested  in  broad- 
reaching  and  "big-impact"  projects,  so  think  boldly 
about  who  may  be  interested  in  being  a  partner  and 
to  what  level  they  may  wish  to  contribute.  Review 
the  list  of  existing  BLM  cooperative  agreements  or 
memoranda  of  understanding  to  generate  ideas  for 
new  potential  partners. 

When  considering  partners,  recognize  that  they  have 
their  own  goals  and  objectives  for  the  partnership, 
and  that  all  concerns  must  be  integrated  into  the 
common  mission.  However,  you  cannot  expect  all 
partners  to  fit  into  Bureau  goals  and  objectives  100% 
.  Everyone  needs  to  have  some  flexibility  to  make  a 
partnership  work.  Choose  organizations  that  have 
displayed  a  cooperative  nature.  Timeliness  in 
working  and  communicating  with  constituents  is 
very  important. 

Assess  the  political  and  public-image  risks  of 
working  with  various  partners.  A  partnership  with 
one  particular  group  could  alienate  another  poten- 
tial partner.  Also,  a  partnership  may  be  construed 
by  the  public  as  a  selective  alliance  with  that  partner. 

3.  GET  POTENTIAL  PARTNERS  INVOLVED. 

You  must  first  learn  and  understand  what  is  impor- 
tant to  these  partners,  so  you  can  explain  how  the 
partnership  can/will  address  their  needs.  This  may 
motivate  them  to  get  involved.  For  example,  what 
motivates  a  private  corporation  (good  public  rela- 
tions) will  differ  from  what  motivates  a  not-for- 
profit  organization  (social  contribution  associated 
with  a  mission /cause). 

4.  DEVELOP  A  COMMON  MISSION.  This  is 
the  most  important  step  in  the  process.  Without 
consensus  on  mission  and  objectives,  the 
partnership(s)  will  deteriorate  when  there  is  dis- 
agreement about  small  details.  The  common 


mission  is  an  expansion  of  the  goals  and  objectives 
defined  at  the  onset.  The  outcomes  will  include 
BLM  objectives,  yet  may  be  far  broader  than  goals 
first  set  by  BLM.  These  outcomes  will  likely  be  more 
diverse,  yet  complementary  to  BLM-specific  objec- 
tives. Be  flexible  in  this  process.  Think  big.  The 
mission  should  consist  of  realistic  and  rewarding 
objectives,  to  encourage  continued  partnership 
participation. 

5.  RECOGNIZE  CONSTRAINTS.  As  a  partner- 
ship evolves,  recognize  constraining  factors  and 
limitations.  While  some  factors  may  limit  creativity, 
they  may  be  necessary  to  define  the  scope  of  a 
partnership.  For  example,  the  Bureau  is  constrained 
by  many  laws  and  administrative  policies.  Clarify 
expectations  and  stay  realistic. 

6.  DEFINE  ROLES  AND  RESPONSIBILITIES. 

The  organization  of  partnerships  will  vary  depend- 
ing on  the  complexity  of  the  partnership  goals  and 
circumstances.  The  structure  evolves  as  a  partner- 
ship grows.  It  is  important  to  define  roles,  responsi- 
bilities, tasks  and  accountabilities  of  each  partner. 

In  some  instances  when  staff  members  are  working 
daily  on  a  partnership  project,  consideration  could 
be  given  to  establishing  a  steering  committee  to 
provide  oversight,  policy  guidance,  and  operational 
constraints.  This  committee  should  represent  the 
diversity  of  values  and  perspectives  of  participants 
and  include  individuals  with  authority  to  allocate 
resources  and  make  decisions  on  behalf  of  their 
agencies  or  interests.  It  is  important  to  develop 
parameters  which  the  group  must  operate  within. 

7.  ESTABLISH  TIMEFRAMES  AND  BUD- 
GETS. Establishing  timeframes  focuses  resources 
and  efforts,  moves  the  partnership  forward  in  a 
systematic  manner,  defines  accountability,  and 
provides  a  tool  for  measuring  accomplishments. 
Timeframes  should  be  ambitious,  yet  realistic.  Plan 
some  "early /easy"  successes  to  foster  enthusiasm 
for  the  project.  Structure  tasks  in  units  that  can  be 
accomplished  in  reasonable  timeframes  with  visible 
results  to  reinforce  participants  to  continue  with  the 
partnership. 

A  budget  that  will  accomplish  the  partnership  goals 
and  objectives  should  be  developed.  This  should 


address  administrative  and  support  costs,  personnel 
costs,  as  well  as  project  implementation  dollars 
needed  from  both  within  and  outside  the  agency. 
Establish  a  clear  concept  of  the  steps  needed  to 
accomplish  these  goals;  this  will  help  you  develop 
an  accurate  budget. 

8.        OBTAIN  FUNDING.  Pool  funds  and  re- 
sources from  an  array  of  partners  to  accomplish 
common  objectives.  This  is  often  the  driving  force 
behind  developing  partnerships.  Invest  dollars 
toward  the  purpose  for  which  they  were  requested. 
Integrity  is  an  essential  ingredient  for  maintaining 
partnerships  and  developing  credibility. 

Many  external  funding  sources  are  more  interested 
in  contributing  to  a  project  or  program,  if  dollars/ 
resources  are  matched  from  another  source.  Incor- 
porate partnerships  in  the  PYBP/ AWP  by  designat- 
ing BLM  dollars  as  matching  funds  for  a  partnership 
effort.  It  is  critical  that  BLM  commitment  be 
brought  into  all  levels  of  the  budget/planning 
process  so  that  funds  are  available  when  needed. 
Workmonth  and  associated  support  costs  of  partner- 
ships should  also  be  identified.  Options  of  cross- 
funding  from  a  variety  of  internal  programs  toward 
a  common  goal  can  also  be  explored.  Document  all 
funds,  goods,  and  services  contributed  to  a  partner- 
ship. Include  dates,  funding  sources,  value  of 
contributions,  and  where  funds  were  actually 
expended. 

Steps  to  Successful  Fund  Raising 

A.  Develop  a  sound  budget.  Potential 
donors  will  want  to  know  exactly  how  you 
plan  to  spend  their  money. 

B.  Start  your  project  fund  raising  early. 
Donors  like  to  get  in  on  the  ground  floor  and 
help  create  a  project. 

C.  Have  a  fund  raising  strategi/. 

D.  Identify  those  people/groups  who  stand 
to  benefit  from  the  project.  Consider  local 
businesses,  tourism  interests,  conservation 
organizations,  schools,  foundations,  and 
corporations. 

E.  Recruit  people  who  are  comfortable 
asking  for  money/contributions  to  make  the 
fund-raising  contacts. 

F.  Ask  for  a  specific  amount.  Be  knowledge- 
able of  how  much  your  prospective  donor  can 
give  before  you  have  a  meeting. 


G.    Approach  your  likeliest  donors  first.  The 
first  contribution  is  typically  the  hardest  to 
get.  Once  the  ice  is  broken,  people  like  to  give 
to  projects  that  other  people  are  excited  about. 

H.    Be  enthusiastic.  You  need  to  believe  in 
your  project ,  or  no  one  else  will. 

I.     Followup  each  personal  contact  with  a 
letter.  The  letter  should  restate  the  funding 
commitment  that  was  made,  or  it  should 
answer  any  questions  the  prospective  donor 
has. 

J.     Develop  publicity  for  the  project  early  on. 
Potential  donors  will  be  more  inclined  to  give 
if  they  have  read  about  the  project  in  the  paper 
or  seen  it  on  TV. 

9.  INVOLVE  ADMINISTRATIVE  PROCESS. 

Bureau  administrative  support  services  —  procure- 
ment, contracting,  personnel  —  are  critical  to 
successful  partnerships.  From  the  very  start,  the 
administrative  staff  can  recommend  procedures  for 
accomplishing  partnership  objectives.  Seek  advice 
and  work  closely  with  them  to  communicate  your 
needs.  Also,  work  with  managers  and  keep  them 
informed  and  involved  as  much  as  possible;  they 
can  make  decisions  about  reallocating  resources. 
Coordinating  with  other  staff  helps  develop  their 
ownership  in  and  support  of  a  project.  They  become 
the  "internal"  partners. 

Under  FLPMA,  we  can  accept  money  contributed 
for  projects  or  programs.  A  "Trust  Fund  Project" 
account  can  be  established  at  the  BLM  Service 
Center.  Any  amount  can  be  contributed  and  the 
overhead  fees  waived.  Another  effective  way  to  use 
non-federal  dollars  is  to  have  the  external  contribu- 
tor purchase  goods  for  a  project. 

10.  GIVE  RECOGNITION.  Everyone  appreci- 
ates a  pat  on  the  back.  Give  public  recognition  to  all 
partners  (unless,  for  some  reason,  you  are  specifi- 
cally requested  not  to).  Ask  your  partner(s)  (internal 
and  external)  what  type  of  recognition  they  desire 
(i.e.,  thank-you  letters,  media  coverage,  awards, 
certificates,  or  outstanding  performance  evaluation). 
Recognition  should  be  consistent  with  the  level  of 
involvement,  and  should  be  given  fairly  across  the 
board  for  all  partners. 

11.  KEEP  THE  PARTNERSHIP  ALIVE.  Perform 
periodic  reviews  to  identify  and  deal  with  any  new 
issues.  This  will  keep  the  partnership  alive  and  well. 


PROGRAM  7100  -  LAND  7  RESOURCE  MANAGEMENT  TRUST  FUND 

The  following  information  gives  guidelines  on  establishing  a  trust  fund  project  account. 

PROTECTS:  Projects  will  be  used  to  capture  information  on  collections  and  obligations  directly  related  to 
Land  and  Resource  Management  Trust  activities.  This  will  be  done  to  provide  spending  controls,  ensuring 
that  obligations  do  not  exceed  collections,  at  the  individual  project  level.  Project  numbers  will  be  assigned  by 
the  State  Offices  from  a  bank  of  pre-assigned  numbers  for  the  trust  activities.  These  assignments  are  as 
follows: 

STATE  NUMBERS  ASSIGNED 

Washington  5000  through  5024 

Alaska  5025  through  5424 

Arizona  5425  through  5724 

California  5725  through  7224 

Colorado  7225  through  7524 

Eastern  States  7525  through  7549 

Idaho  7550  through  8049 

Montana  8050  through  8349 

New  Mexico  8350  through  8549 

Nevada  8550  through  8849 

Oregon  8850  through  9149 

Utah  9150  through  9649 

Wyoming  9650  through  9949 

Natl.  Interagency  Fire  Cntr.  9975  through  9998 

Please  note  that  the  same  bank  of  numbers  is  assigned  to  both  7100  and  7300  activities.  Project  numbers 
should  not  be  duplicated  -  use  a  project  number  only  once. 

PROJECT  SETUP:  Projects  will  be  established  by  the  Service  Center  Division  of  Finance,  Branch  of  General 
Account  (SC-615)  upon  receipt  of  an  approved  request  from  the  State  Office  (i.e.,  a  memorandum  prepared  by 
the  project  office  and  routed  through  the  State  Office).  Advance  number  assignment  will  only  be  done  in 
urgent  situations.  The  following  information  must  be  included  in  the  request  to  establish  a  project: 

1.  Subactivity 

2.  Lead  state 

3.  Other  states  and  offices  to  be  involved  in  the  project 

4.  Project  number  assigned 

5.  Case  file  number 

6.  Address  and  Telephone  number  of  applicant 

7.  Amount  of  Donation 

Projects  will  remain  open  until  a  project  completion  report  is  received  by  SC-615  indicating  that  the  project  is 
complete. 

An  administrative  charge  will  automatically  be  assessed  against  these  projects  at  the  prescribed  annual  rate. 
State  Directors  have  the  option  of  assessing  an  indirect  cost  rate  of  less  than  the  prescribed  rate  if  they  submit 
an  Exception  Indirect  Cost  Rate,  Form  1380-1  la  to  SC-615  by  the  24th  of  the  first  month  in  which  project  costs 
will  be  incurred.  Upon  receipt  of  the  1380-lla,  all  prior  administrative  charges  will  be  adjusted  to  the  lesser 
rate. 


APPENDIX  B 

CONTACTS  FOR  FUND  RAISING  INFORMATION 

FOUNDATION  CENTER  LIBRARIES 

When  developing  a  fundraising  project,  information  on  resources  available  and  where  to  look  for  assistance 
can  be  very  helpful.  Not  all  sources  are  applicable  to  all  situations,  so  it  will  be  up  to  you  to  sort  out  what 
will  best  suit  your  needs.    The  Foundation  Center  makes  available  detailed  information  about  philanthropic 
foundations  at  its  national  libraries  and  regional  cooperating  collections.  Sources  cover  foundations  giving 
histories,  areas  of  interest,  geographical  limitations,  grant  and  application  information  and  up-to-date  names 
and  addresses  of  those  to  contact.  Following  is  a  list  of  the  national  centers  and  in  the  immediate  area: 

National  Libraries:  The  Foundation  Center 

Seventh  Avenue,    New  York,  NY  10019 


The  Foundation  Center 

1001  Connecticut  Avenue,   Washington,  DC  20036 

Field  Office:  The  Foundation  Center  -  San  Francisco 

312  Sutter  Street,   San  Francisco,  CA  94108 

Regional  Office:  Eastern  Montana  College  Library 

Reference  Department,  Billings,  MT  59101 


CONTACTS  FOR  VARIOUS  INFORMATION 

1.  Independent  Sector 

1828  L  Street  NW,    Washington,  DC  20036 

(A  forum  to  encourage  giving,  volunteering,  and  no-for-profit"  initiatives  that  help  to  serve 
people,  communities,  and  causes.) 

2.  Pacific  Northwest  Grantmakers  Forum 

Medina  Foundation 

1616  Norton  Bldg.,   Seattle,  WA  98104 

3.  Grantsmanship  Center  (Publishes  newsletter  and  other  helpful  materials) 

1015  Olympic  Blvd,    Los  Angeles,  CA  90015 

4.  Public  Service  Materials  Center 

5130  MacArthur  Blvd.  NW,    Washington,  DC  20016 

5.  Billings  Gazette 

401  No.  Broadway,    Billings,  MT  59101 

Find  that  contact  person  -  Get  on  mailing  lists  -  Pool  local  resources,  share  with  your  colleagues  -  Involve 
your  staff  and  don't  forget  the  volunteers  -  Be  creative! 


11 


APPENDIX  C 

BASIC  PRINCIPLES  OF  PROPOSAL  WRITING 

1.  Document  should  be  neat,  brief,  and  easy  to  read. 

2.  Written  in  good  English. 

3.  Be  positive. 

4.  Avoid  "unsupported"  assumptions. 

THE  PROPOSAL  COVER  LETTER 

Paragraph  #1  -  (25  words  or  less)  WHO  ARE  YOU? 

Paragraph  #2  -  WHAT  PROBLEM  ARE  YOU  ATTEMPTING  TO  SOLVE? 

Paragraph  #3  -  WHAT  IS  YOUR  PROPOSED  SOLUTION? 

Paragraph  #4  -  WHY  HAVE  YOU  CHOSEN  THIS  AGENCY  FOR  PROSPECTIVE  FUNDING? 

(Note:  Funds  being  requested  should  be  indicated  in  the  first  or  second  paragraph.  Cover  letter  should  never 
be  more  than  one  page  long. 


PROPOSAL  SUMMARY  CHECKLIST 


Belongs  at  the  beginning  of  the  proposal. 

Identifies  the  grant  applicant. 

Includes  at  least  one  sentence  on  credibility. 

Includes  at  least  one  sentence  on  problem. 

Includes  at  least  one  sentence  on  objectives. 

Includes  at  least  one  sentence  on  methods. 

Includes  total  cost,  funds  already  obtained,  amount  requested  in  this  proposal. 

Check  for  brevity,  clarity,  and  how  it  reads  (holds  reader's  interest). 

Remember  the  Proposal  Summary  may  be: 

-  The  first  thing  that  is  read 

-  The  only  thing  that  is  read 

10.      The  Proposal  Summary  should  "frame"  your  proposal 

WHAT  "NOT  "  TO  DO 

1.  Don't  send  out  numerous  duplicated  proposals  to  foundations. 

2.  Don't  assume  that  the  foundation  will  be  interested  in  your  project  -  sell  it! 

3.  Don't  develop  a  project  that  departs  from  your  organization's  goals /direction. 

4.  Don't  submit  a  government  grant  application  to  a  foundation. 

5.  Don't  ask  a  foundation  to  replace  pubic  monies  no  longer  in  your  budget. 

6.  Don't  pad  your  budget  with  frills  -  don't  underestimate  your  real  costs. 

7.  Don't  assume  foundations  have  unlimited  money  for  any  type  of  project. 

8.  Don't  fail  to  mention  past  grants  which  you  have  received. 

9.  Don't  discuss  only  one  project  at  a  foundation  interview  -  seek  their  reaction  to  many  possible  projects. 

10.  Don't  ask  for  general  operating  support  if  you  can  help  it. 

11.  Don't  expect  a  foundation  to  support  your  project  for  more  than  a  few  years. 

12.  Don't  forget  to  thank  a  foundation  for  its  support. 

13.  Don't  make  a  desperation  appeal  to  a  foundation. 
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14.  Don't  neglect  details  of  a  proposal.  It  should  be  complete,  neat,  in  proper  business  format,  and  free 
from  all  typographical  errors. 

15.  Don't  think  of  a  foundation  as  a  nameless,  faceless  money  machine. 


RULE  OF  THUMB 

TELL  WHO  IS  GOING  TO  DO  WHAT  AND  WHEN  AND  HOW  MUCH  , 
AND  HOW  WE  WILL  MEASURE  IT 
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APPENDIX  D 

SAMPLE  PROPOSAL  AND  COVER  LETTER 


(Inside  address  of  organization  targeted  for  partnership) 

Dear — 

(Who  we  are)  The  Bureau  of  Land  Management  (BLM)  is  a  federal  agency  under  the  Department  of  Interior 
in  charge  of  stewardship  of  the  public  lands.  The  BLM  Montana /Dakotas  administers  8.4  million  acres  of 
public  lands  in  the  three-state  area  of  Montana,  North  and  South  Dakota  for  a  variety  of  multiple  uses, 
including  natural  resource-based  outdoor  recreation. 

(What  issue  are  you  attempting  to  solve)  The  focus  of  this  proposal  is  Fort  Benton,  Montana,  located  in 
north-central  Montana  at  the  head  of  Upper  Missouri  Wild  and  Scenic  River,  and  along  the  Lewis  and  Clark 
National  Historic  Trail.  The  BLM  and  Fort  Benton  Community  Leaders  have  explored  various  ways  to 
enhance  rural  tourism  and  recreation  in  the  area.  At  present,  the  BLM  visitor  contact  station  and  the  City's 
Museum  of  the  Upper  Missouri  are  located  in  two  separate  buildings.  After  evaluating  the  situation,  these 
facilities  are  considered  not  adequate  to  properly  interpret  the  history  of  Fort  Benton  and  the  important  role 
the  Missouri  River  played  in  the  expansion  of  the  western  United  States.  Our  funding  request  of  $50,000 
would  provide  necessary  equipment  and  theater-style  facilities  to  assist  in  interpreting  the  natural  and 
cultural  resources  of  the  Upper  Missouri  corridor  and  the  adjacent  region. 

(What  is  your  proposed  solution)  The  proposal  is  to  develop  a  visitor  center  located  in  Fort  Benton.  The 
center  would  be  developed  through  a  partnership  among  the  BLM,  the  City  of  Fort  Benton,  and  the  City 
Community  Improvement  Association.  The  proposed  center  would  serve  visitors  to  the  Upper  Missouri 
National  Wild  and  Scenic  River,  and  the  Lewis  and  Clark  National  Historic  Trail  Complex.  It  would  also 
depict  Fort  Benton's  role  as  head  of  navigation  and  a  commercial  hub  for  the  developing  northwest.  The 
visitor  center  will  be  featured  as  the  hub  of  a  total  interpretive  program  that  includes  the  historic  mile-long 
river  levee,  city  park,  and  the  original  Fort  Benton  site,  as  well  as  the  Fort  Benton  historic  district. 

(Why  have  you  chosen  this  agency  for  prospective  funding)  We  are  requesting  support  from  your  organi- 
zation because  of  your  apparent  interest  and  support  of  efforts  dealing  with  western  history  and  environmen- 
tal education. 
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Fort  Benton 
Visitor  Center 


A  Showcase  Proposal 
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Fort  Benton 
Visitor  Center 

Upper  Missouri  National  Wild  and  Scenic  River 


Project  Description 

The  proposal  is  to  develop  a  visitor  center 
located  in  Fort  Benton  approximately  30  miles 
northeast  of  Great  Falls  in  north- 
central  Montana.  The  develop- 
ment would  take  place  in  a  nation- 
ally recognized  Historical  District 
in  Fort  Benton's  city  park. 


Background 


The  Bureau  of  Land  Management 
Visitor  Contact  Station  and  the 
city's  Museum  of  the  Upper  Mis- 
souri are  presently  located  in  two 
separate  buildings.  These  facili- 
ties are  not  considered  adequate 
to  properly  interpret  the  history  of 
Fort  Benton  and  the  region,  and  the  important 
role  the  Missouri  River  played  in  western  ex- 
pansion. 

The  Museum  of  the  Gpper  Missouri  hosts  about 
14,000  visitors  annually.  In  1989,  the  BLM 
contact  station  attracted  3,500  visitors.  An 
increasing  number  of  people  indicate  Fort 
Benton  as  a  destination  point  because  of  its 
location  along  the  Lewis  and  Clark  National 
Historic  Trail  and  its  colorful  history. 

Over  the  past  few  years,  BLM  personnel  and 
Fort  Benton  community  leaders  have  explored 
various  ways  to  enhance  rural  tourism  and 
recreation  in  the  area.  A  joint  visitor  center 
would  be  the  most  efficient  and  beneficial 
means  to  achieve  these  goals. 


The  overall 
objective  of 
the  Center  is 
to  enhance 
existing 
interpretive 
services  to 
visitors. 


Proposal 

The  visitor  center  would  be  a  31,500  square 
foot  facility  capable  of  accommodating  300- 

500  visitors  per  hour.  The  facility 
would  combine  the  BLM  contact 
station  and  the  Museum  of  the 
Upper  Missouri.   An  entrance  hall 
for  visitor  orientation,  exhibit 
space  interpreting  several  themes, 
two  galleries,  administrative 
space,  a  sales  area  and  a  theater 
are  included  in  the  center. 


The  overall  objective  of  the  visitor 
center  is  to  enhance  existing 
interpretive  services  for  visitors  to 
historic  Fort  Benton,  the  Upper 
Missouri  National  Wild  and  Scenic 
River  (UMNWSR),  and  the  Lewis 
and  Clark  National  Historic  Trail 

Complex.  The  center  would  also  allow  for 

future  expansion  of  these  efforts. 

The  proposed  visitor  center  would  interpret  the 
natural  and  cultural  resources  of  the  UMNWSR 
corridor  and  the  adjacent  region.   Interpretation 
describing  and  displaying  Fort  Benton's  role  as 
head  of  navigation  and  a  commercial  center  for 
the  developing  northwest  would  also  be  in- 
cluded. All  of  the  collections  and  most  of  the 
displays  now  in  the  Museum  of  the  Upper 
Missouri  would  be  moved  to  the  new  facility. 

The  visitor  center  would  be  developed  through 
a  partnership  among  BLM,  the  City  of  Fort 
Benton,  and  the  Community  Improvement 
Association  (CIA). 
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RESPONSIBILITIES 


City  of  Fort  Benton 


Transfer  land  for  the  visitor  center  to  BLM 

Provide  water  and  sewer  to  the  facility  at  no  cost 

Donate  land  for  a  parking  area  to  BLM 

Maintenance  of  the  grounds  and  associated  landscaping 

Maintenance  of  the  boat  launch  site  and  the  camping  area 


Community  Improvement  Association 

Contribute  museum  displays  and  collections  to  BLM 
Janitorial  and  custodial  staffing 
Routine  visitor  center  maintenance 


Bureau  of  Land  Management 

All  major  building  repairs 

Utilities  and  maintenance  supplies 

Equipment 

Major  exhibits,  displays 

Furnishings  or  equipment  replacement 


Joint  Responsibilities  between  the  City  and  CIA 

Develop  new  camping  facilities 

Build  a  new  boat  ramp 

Rehabilitate  the  existing  ramp 

Provide  labor  and  equipment  for  landscaping 


Staffing 

The  BLM  staff  for  the  visitor  center  would  consist  of  the  following: 

Site  Manager 

Interpreter/Historian 

Lead  River  Ranger 

River  Rangers  (4  seasonal) 

Secretary 

Volunteers 
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Economic  Contribution 

Tourism  is  a  growing  economic  force  in  Mon- 
tana, and  the  state  is  actively  promoting  a 
healthy  tourism  industry  to  meet  visitors'  needs 
and  improve  its  economic  situation.  This 
facility  would  complement  the  state's  efforts  to 
strengthen  and  expand  tourism  and  recreation, 
as  well  as  contribute  to  economic  diversifica- 
tion within  the  state. 


^Kk     Visitor  Center 

H|    spending  is 

^f*    expected  to 

contribute 

$308,000  to 

$486,000 

annually  and 

15  to  25  new 

jobs  by  the 

year  2000. 

Research  recently  completed  by  the  University 
of  Montana  estimates  visitation  at  the  Fort 
Benton  center  could  range  between  65,000  and 
90,000  visits  per  year,  given  current  visitation 


patterns.   By  the  year  2000  visitation  could 
increase  and  range  from  77,000  to  107,000 
annually. 

Direct  expenditures  and  secondary  spending 
activity  are  estimated  to  contribute  an  addi- 
tional $308,000  to  $486,000  annually  to  the 
state's  economy  by  the  year  2000,  a  significant 
portion  of  which  would  benefit  the  local 
economy.   In  addition,  this  spending  activity  is 
estimated  to  create  an  additional  1 5  to  25  jobs. 

This  contribution  to  the  local  economic  base 
does  not  include  the  increased  employment 
and  expenditures  associated  with  construction, 
maintenance  and  operation  of  the  visitor  cen- 
ter.  Facility  construction  would  contribute 
significantly  to  an  increase  in  temporary  em- 
ployment and  expenditures.  Annual  operation 
and  maintenance  costs,  estimated  at  $300,000, 
would  result  in  long-term  spending  patterns 
similar  to  those  for  tourism  expenditures  and 
could  double  the  spending  impact  associated 
with  visitation  to  the  facility. 


Existing  Facilities 

BLM  Contact  Station 
Museum  of  the  Upper  Missouri 
Historic  Fort  Site 
Fort  Benton's  Historic  District 
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Estimated  Space  Requirements 

PUBLIC  SPACE 

(square  feet) 

Entrance  Hall 

6,000 

Exhibit  Halls 

Formation  of  the  Land 

500 

The  Natural  Setting 

3,100 

The  First  People 

520 

Early  Exploration 

480 

Missouri  River  Fur  Trade 

3,840 

Gold,  Robes  &  Steamboats 

3,340 

Chicago  of  the  Plains 

3,300 

Conflicts  of  Western  Expansion 

740 

An  End  to  the  River  Trade 

410 

Public  Lands  USA 

200 

Total  Exhibit  Hall  Space 

16,430 

Theater  (90  seat  X  20  s.f.  each) 

1,800 

Projection  Room  and  Storage 

200 

Rotating  Exhibit  Gallery 

900 

Bodmer  Gallery 

1,000 

River  Registration/Orientation 

300 

Sales  Area 

500 

Public  Rest  Rooms 

600 

TOTAL  PUBLIC  SPACE 

27,730 

ADMINISTRATIVE  SPACE 

Staff  Offices 

2  offices  -  private 

300 

Secretary/Reception/Files 

150 

Seasonal  Staff  Work  Space 

300 

Staff  Work  Room 

200 

Sales  Storage  100 

Curatorial  Storage 

400 

Traveling  Exhibit  Storage/Work  Space 

400 

Janitorial 

3-4  rooms  (30  s.f.  each) 

120 

Library/Equipment  Storage 

300 

TOTAL  ADMINISTRATIVE  SPACE 

2,270 

Public  Space 

27,730 

Administrative  Space 

2,270 

Mechanical  (5%  of  s.f.) 

1,500 

GROSS  VISITOR  CENTER  SPACE 

31,500 
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Estimated  Construction  Costs 

Cultural  clearance 

30,000 

Building  ($200/square  foot) 

6,300,000 

Visitor  Center  building  advance  planning, 

project  planning,  supervision  and  contingency 

1,472,000 

Exhibits  ($175/square  foot  plus  acquisition 

and  conservation) 

3,000,000 

Interpretive  waysides 

535,000 

Fort  archaeological  study 

100,000 

Movie  ($10,500/minute) 

250,000 

Parking  site  (150-space) 

200,000 

Bus  parking  (4-space) 

50,000 

Theater  furnishings  and  equipment 

200,000 

Fort  stabilization 

250,000 

Furnishings  (15%  of  construction) 

945,000 

Video  tape  (river  trip  preparation  and  safety) 

60,000 

Video  tape  (geology  -  formation  of  the  land) 

70,000 

Utilities 

100,000 

Library 

55,000 

Interpretive  materials  (including  audio-visual  equipment)      85,000 

*Site  work/landscaping 

250,000 

*Developing  boat  launch 

50,000 

TOTAL 

$14,002,000 

The  size  and  number  of  themes  interpreted  in  the  various  exhibits 

proposed  for  the  visitor  center 

would  change  this  estimate  accordingly. 

*The  site  work,  landscaping  and  boat  launch  development  are  valued  at  approximately  $300,000 

and  would  be  donated  by  the  city  and  the  CIA.  Under  this  proposal,  the  city  would  also  purchase, 

or  otherwise  acquire,  land  for  the  visitor  center  and  parking.  This 

land  would  subsequently  be 

donated  to  BLM.  Value  of  this  donation  is  yet  to  be  determined. 

Estimated  Annual  Operating  Expenses 

BLM  Personnel 

$144,000 

BLM  Operation  and  Maintenance 

156,000 

CIA  Personnel  (donation)* 

30,000 

City  of  Fort  Benton  Maintenance  (donation)** 

25,000 

TOTAL 

$355,000 

*Staff  for  the  reception  and  sales  area,  and  custodial  duties. 

**Maintenance  of  the  boat  launch  site,  camping  area  and  visitor  center  grounds. 
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